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HELPFUL WORKING TOOLS FOR THE 
ACCOUNTANT AND AUDITOR
By JOSEPH BRODNER, CPA
Mr. Joseph Brodner, C.P.A. in the states of New York, 
New Jersey, and Louisiana, is a partner of Harris, Kerr, 
Forster & Company, a national firm of accountants, audi­
tors and consultants well known in the hotel, hospital, club, 
and general institutional field. He is a member of the Amer­
ican Institute of Accountants, and the C.P.A. societies in 
the states of New York, New Jersey, and Louisiana, and the 
Hotel Accountants Association of New York City.
Mr. Brodner is co-editor of the newly-published book, 
“Profitable Food and Beverage Operation,” and is a con­
tributing author to J. K. Lasser's “Handbook of Accounting 
Methods,” “Handbook of Tax Accounting Methods,” and 
“Handbook of Auditing Methods,” the last not yet off the 
press.
Mr. Brodner has spoken before many accounting and trade 
groups, and his articles have appeared in the professional 
as well as the trade press. It is indeed a pleasure to publish 
this paper which was presented before the New York Chap­
ter ASWA.
It is a pleasure indeed to have been in­
vited to appear before the New York Chap­
ter of the American Society of Women Ac­
countants. Among many appearances be­
fore professional groups, this is really only 
the second time in my career that I have 
addressed a group composed principally of 
the opposite sex. And I like it! Being a 
member of a firm that employs quite a few 
women I perhaps have a fair idea of some 
of your problems. Yet, only to a degree 
today do they differ very much from those 
of men accountants and auditors.
In searching for a suitable subject for 
discussion, I discarded the idea of dealing 
with some technical phase of accounting or 
auditing. As many of you are in private em­
ployment and not too many in public prac­
tice, I chose a subject more general in char­
acter, equally applicable to all and which, 
I trust, will be of interest to every one of 
you. I shall speak on Helpful Working Tools 
for the Accountant and Auditor.
Have you ever wondered at what point 
you ceased to be an accountant and became 
an auditor, or vice versa? Or have you 
ever found yourself trying to decide whether 
the work you are doing is auditing or ac­
counting? Webster says briefly that an ac­
countant is one who is skilled in, keeps, or 
adjusts accounts; that an auditor is one 
who examines or verifies accounts. Mr. 
Webster never had to make the decision 
personally, nor did he ever have to deal with 
the S. E. C. on the subject of independence 
of accountants—or, shall I say, auditors.
In any event, over a period of years, and 
call them what you will, accountants and 
auditors both have had many interesting 
experiences, and as we become more experi­
enced in any particular field, our clients look 
to us for counsel and advice on many mat­
ters pertaining not only to their financial 
affairs but also to operational matters. So— 
we are not only accountants and auditors, 
but we become consultants as well. It is 
only in recent years that we in our profes­
sion have dared to add the appellation of 
consultant to our other professional attain­
ments. Yet they are really intermixed and 
one cannot truly consult on financial and 
operational matters without the background 
of accountant and auditor, plus many years 
of experience, observation and study in any 
specialized field.
It is my opinion that in these days of 
rising costs, intense competition, narrowing 
profit margins, governmental regulations, 
and multitudinous taxes, business and in­
dustry, however small, need and seek out 
accountants and auditors who are more than 
just checkers and producers of standard 
form financial reports. There is hardly a 
situation today where the public accountant 
is not required to sit down with his client 
to discuss operational, financial and tax 
problems. For those practitioners who are 
not prepared to do just this I would put up 
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a danger signal. Danger for your future! 
Now, what to do to meet this situation which 
may be the turning point in your careers?
Employment in private industry does not 
exempt you from what I have in mind pub­
lic accountants should do to improve them­
selves. In fact, many in private employ­
ment are former public practitioners. The 
title of C.P.A. far from makes one the 
“know-all” of the profession. To me it is 
simply the beginning, because the educa­
tional requirements and relatively short 
period of experience required to sit for the 
examination are only the introduction to 
a long career in a wonderful profession. 
Ultimate success must be preceded by years 
of routine auditing on a field staff. Unin­
teresting? Perhaps, if you make it so. It 
is during this period that you should con­
tinue your studying, your observing, and 
storing up of many valuable facts in the 
back of your heads for future use. Sort of 
a deep freeze arrangement. Then when you 
need pertinent information regarding a 
particular problem, you sort out your store­
house of facts, thaw out the ones you need 
and put them to work.
If your studies and observations are prop­
erly organized, it is amazing how, after 
not having made use of the absorbed mate­
rial for lengthy periods, when needed it 
will come back to you with intense clarity. 
This is one way to make yourself valuable 
to your client or your employer. Now, you 
may say to me that we are all grown per­
sons, some with many years of experience 
and all of this is just schoolboy (or school­
girl) stuff. Not so, my friends. I modestly 
admit to thirty years of business life, twen­
ty as a C.P.A. and fifteen as a partner of 
my firm. And I can tell you that during 
that period I have observed many successes 
among men and women—and, I regret to 
say some failures. Maturity of years does 
not always make for maturity of thinking 
and action. The training of the mind is a 
process that is never-ending with those who 
would achieve personal happiness as well as 
success in their callings.
I should like to discuss with you for a 
few minutes some of the working tools that 
are available for your use which, if properly 
employed, remove one from the realm of 
bookkeeper and checker and, likewise, raise 
the level of the traditionally accepted com­
petent accountant and auditor.
Active participation in organizations such 
as this one is most beneficial. Those quali­
fied should also be members of the profes­
sional societies at state and national levels. 
It is not enough to carry a wallet stuffed 
with membership cards. True membership 
in any organization implies regular and en­
thusiastic attendance at meetings, active 
participation in the discussions and time 
devoted to service on committees or other 
designated functions. Don’t be like the 
salesman calling on a prospective customer. 
This salesman for years had been a “joiner.” 
The type of organization did not matter. 
Somehow he managed to join them all. His 
prospect wore a pin denoting membership 
in a well-known religious society, but some­
how the appearance of our salesman did 
not fit him into that category. However, at 
an opportune moment he dropped his wallet 
and out fell dozens of cards. Very adroitly, 
the first card he picked up and casually 
placed on the corner of his prospect’s desk 
was a membership card in that particular 
Society. I may say that the sale was made. 
The customer did not see the reverse side 
of the card on which was stamped “Honor­
ary,” meaning that the salesman probably 
had made some contribution to or performed 
a service for the organization.
Let us not be ‘joiners’ just to be able to 
say that we belong. If this is your only 
interest, save your dues money. On the 
other hand, if you are interested in improv­
ing yourself in your profession; in an ex­
change of ideas mutually beneficial; in 
meeting with and associating with others 
who have similar interests; in developing 
lasting friendships, then by all means be a 
“joiner.” This type of “joiner” is the one 
who goes far in her work and becomes a 
leader in her profession. You folks I place 
in this category. While I do not have the 
pleasure of knowing each of you personally, 
there are several ladies present whom I 
have known for many years. I can testify 
to their qualifications and ability, their de­
sire to progress and learn more about their 
work. So I think it is reasonable for me to 
conclude that all of you are similarly in­
clined, thus accounting in large measure 
for the outstanding success of your New 
York Chapter. So much for active partici­
pation in your professional organizations.
A second but very important working 
tool is the trade publications of your spe­
cialized clients or your employer. Practic­
ally every industry or business is well sup­
plied with daily, weekly, monthly or other 
periodic trade papers. Firstly, I think we 
should subscribe to and read our own pro­
fessional publications including the Journal 
of Accountancy and the various state society 
monthly magazines and journals. This is 
one of the best methods of keeping abreast 
of the changing trends in our own pro­
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fession. But equally important is the mat­
ter of keeping abreast and always currently 
informed of the problems of our clients and 
employers. The solutions to many of these 
problems are outlined in the trade press of 
industry and business. I think both clients 
and employers would be pleased to make 
available to you their copies of these pub­
lications. On your part it exhibits interest 
in their welfare—always a healthy psycho­
logical approach which should pay divi­
dends.
As with association membership, you 
must make proper and valuable use of these 
magazines of the trade of your clients and 
employers. Even the advertisements should 
be read carefully as from them you may 
glean many new ideas adaptable to your 
particular problems. Naturally, the text 
material should be read exhaustively be­
cause here you will find the best and latest 
thinking of those who are the recognized 
leaders in the particular business or indus­
try. In our office we subscribe to about 
twenty different trade magazines covering 
hotels, clubs, restaurants, hospitals and in­
stitutions of a similar character. Obviously 
each partner cannot take the time to read 
and digest all of the material in these many 
publications, so it is arranged that our Re­
search Department marks out the articles 
of particular interest. The magazines are 
then circulated among the partners. Your 
work is, perhaps, not so diversified and, in 
certain instances, probably localized in one 
particular specialty. Therefore, you would 
have no great problem in keeping up with 
your reading. Do not neglect it for the 
fruits of such applications should be obvious 
to you whether public accountant, auditor, 
consultant or employee.
At this point it might be well to mention 
the fact that there is hardly an industry or 
business about which books have not been 
written—many books, in fact. Most are in 
your public libraries and are yours to read 
—just for the asking. Oddly enough, there 
is romance attached to our profession, to 
say nothing of the many industries and 
business with which we are associated. It 
is there if we will just seek it out. The 
historical background of your clients’ or 
employers’ type of business makes interest­
ing reading, from which you will derive 
a true understanding and comprehension of 
the pioneer men and women and the reasons 
for the growth and expansion of the vast 
economic establishment that has made our 
country what it is. Let me give you an 
example that is close to home. To my home, 
that is. In the hotel, restaurant and public­
feeding business generally, we find many 
texts on many subjects. However, nowhere 
within one set of covers was there a book 
dealing with the subject of Profitable Food 
and Beverage Operation in its many rami­
fications. Naturally, no one book could be 
the last word on the subject nor could every 
single idea be encompassed in one volume. 
Our firm felt strongly that such a book was 
needed, so two of my partners and I were 
delegated to edit this tome. It took three 
years of research, thousands of hours of 
work by our staff, including specialists in 
the field, much editing and re-writing. 
Finally, in February of 1951 the book was 
published—the title PROFITABLE FOOD 
AND BEVERAGE OPERATION.
The publishers report that the response 
has been most gratifying. Sales to account­
ants have been extremely so. Here, we feel 
that we have made an initial and valuable 
contribution to the industry. But the im­
portant point is that accountants specializ­
ing in this field have a handbook or guide, 
if you will. With it they can obtain a knowl­
edge of operational problems other than 
pure accounting and thus be in a good po­
sition to consult with and advise their cli­
ents. I think, perhaps, it becomes clearer 
to you as we go along how one can be an 
accountant, auditor and consultant too. It 
takes much self-training.
In order to consult intelligently with 
your client or employer, you must have as 
much knowledge as he has, often even more, 
on business trends and economic cycles of 
the particular business industry. Today, 
budgeting or forecasting of sales, costs, 
payrolls and other expenses is a necessity 
in every business operation—and you will 
be called on frequently to assist in this im­
portant phase of “doing business.” Are you 
prepared with the necessary working tools? 
Do you know what are the necessary work­
ing tools?
Here we are obliged to deal with research 
and statistics; their sources, manner of 
preparation, their use and interpretation. 
Where are data and statistics available that 
relate to our particular problems? One 
source, of course, is the various govern­
mental bureaus: Department of Commerce 
and Department of Labor, for instance, at 
the national level, and similar agencies at 
the state level. Locally, a Chamber of Com­
merce can frequently be helpful in gather­
ing trade data for you. Now, with the ex­
ception of the Chambers of Commerce, it is 
your tax money that supports these govern­
mental bureaus which are legion in this 
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country. The research material on trend 
and cost statistics are available to you for 
the asking or at very nominal cost. Make 
use of them in every possible way so that 
you may better serve your client or em­
ployer.
Other good sources of such material are 
the various trade associations, many of 
which maintain their own research depart­
ments and prepare and distribute periodic 
statistical bulletins. You should make your­
self acquainted with these sources of in­
formation and, if possible, have your name 
placed on their mailing lists. Otherwise, 
have your client or employer do so and avail 
yourself of this important data at regular 
intervals.
This address is not intended to be a de­
tailed description of the activities of my 
firm. Yet I can best illustrate some of my 
points by citing situations with which I 
am best acquainted. I will ask your con­
tinued indulgence.
As a service to the hotel industry in this 
country and under the sponsorship of the 
various state and national hotel associations 
our Statistical Department prepares vari­
ous types of statistical bulletins at varying 
periods. One is on the trend of hotel busi­
ness in New York City—prepared monthly. 
There are similar ones for state groups. 
These serve as authentic guides on the sales 
trends are are used by hotel operators and 
hotel accountants alike. Once each year we 
prepare our Trends in the Hotel Business, 
a 48-page book containing the sales trends 
and operating results for ever 300 hotels 
throughout the United States. There are 
many illustrative charts and tables together 
with explanatory text material. Over the 
years this annual study has come to be ac­
cepted by the courts, governmental agen­
cies and the industry as a whole. Hotel 
accountants, both in public practice and in 
private employment, make use of it con­
stantly. Now, this publication relates only 
to the hotel business. There are similar 
types of studies available for many other 
industries and businesses. You should in­
terest yourselves in the ones that furnish 
such information for your particular pur­
poses.
As many of you may already know, sta­
tistics, if not properly interpreted, can be 
very deceptive and misleading. If studied 
carefully and applied in the proper manner 
they serve a most useful purpose as an aid 
and guide in consulting with your client or 
employer. Do not do as my friend did. 
While taking a hike he reached what looked 
like a fairly deep stream—no bridge, ferry 
or row boat being available for crossing at 
that point. While pondering the problem, a 
native, noted for his mathematical ability, 
approached the stranger at the bank of the 
stream and inquired the reason for his deep 
thought. “How deep is this stream?” asked 
the hiker. “According to my calculations, 
from source to mouth the average mean 
depth is two feet,” replied the native. With 
that information my foolish friend pro­
ceeded to wade across and was drowned. 
Watch out for statistics! You too may get 
over your head unless you understand them 
and know how they should be applied. I 
cannot caution you too strongly on this 
point. Put to proper use you can assist 
your client or employer with material bene­
fits to both. Haphazard deductions may get 
you in to deep water.
I think another and essential working 
tool for the accountant, auditor and con­
sultant is a good knowledge of taxes— fed­
eral, state and local. Here again I would 
issue a word of caution, because this is one 
subject of which a little knowledge may 
sometimes be dangerous. The individual 
practitioner really has his hands full in at­
tempting to be all things to all clients. Even 
with a tax department fully staffed with 
attorneys and accountants, it is a real prob­
lem to keep abreast of the new tax laws, 
court decisions, governmental regulations, 
administrative orders and the like. If you 
do not have your full time to devote to this 
one subject, it is foolhardy to attempt “tax- 
experting.” Your clients and employers 
should be made to understand this so that 
such assistance, if necessary, may be ob­
tained from outside sources.
On the other hand, there is no reason 
why you should not have a good knowledge 
of the broad principles of taxation. There 
are inexpensive services which provide just 
such information. In addition, attendance 
at tax lectures and forums will be helpful 
in accomplishing this end. Your profes­
sional society bulletins and journals are a 
rich source of current information on taxes. 
Thus, it is possible to be generally informed 
on this subject which, today, is one of your 
clients’ and employers’ principal problems. 
They will look to you for guidance. You 
must be prepared with the answers to their 
problems—either from your own knowledge 
or from outside assistance.
These working tools have not been set 
down necessarily in the order of their im­
portance. They all fit in the composite pat­
tern, and one that I consider also essential 
and which might have been mentioned 
earlier, is a thorough working knowledge of 
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what actually goes on in your client’s or 
employer’s business. In other words, what 
makes it tick? You know as well as I that 
some accountants, month after month and 
year after year, perform their audits and 
prepare financial statements without as 
much as going beyond the accounting office 
and, perhaps, the treasurer’s office.
It is my own opinion that over a reason­
able period the accountant should visit and 
inspect every department of the operation, 
become acquainted with the various pro­
cedures from raw material to finished prod­
uct, and acquaint himself with the com­
pany’s sales and personnel policies. In 
short, know what it is he is auditing, for 
with such knowledge he will be equipped to 
intelligently give competent counsel. For 
today, our clients and employers are looking 
to us more and more for such assistance 
over and above the run-of-the-mill audits 
and preparation and certification of finan­
cial statements. If we are to progress, this 
is another working tool we should have in 
our kit.
It has frequently been said, and I guess 
we will hear it ad infinitum, that “There is 
nothing new under the sun.” To a very 
great degree this is true. The items taken 
separately of what I have given you this 
evening may not be new or news. But, put 
together into a group of working tools for 
the accountant, auditor and consultant is, I 
believe, a somewhat different approach. At 
least I hope it is, and I am firmly convinced 
that with all of them in your mental tool 
chest, you will prove to be better workmen 
or women in every phase of your activities. 
You will not be like my friend’s daughter, 
a college graduate, who, when her dad asked 
her to get him a screwdriver from the closet, 
very nonchalantly handed him a pair of 
pliers! With these working tools at your 
command you should have no trouble keep­
ing a monkey wrench out of the works!
I hope you have noticed that I have not 
patterned my paper nor directed my re­
marks to you as women accountants and 
auditors. Your sex is a thing born of God 
—to Whom we give thanks for such a bless­
ing! More and more the barrier of sex in 
our profession is being broken down. You 
have proven your ability and should con­
tinue to build up and strengthen your posi­
tion. Some of the brightest stars on our 
staff are women, a few being C.P.A.s. I 
realize that some firms still are adamant in 
not utilizing the services of women on their 
audit staff. This, too, will in time—our time 
—change. In fact, I think I was helpful on 
this score with one of your own members 
whom I met for the first time when I was 
a guest at one of your dinners. You have 
a selling job to do and I know of no more 
qualified salesmen than you ladies!
I am indeed grateful for the opportunity 
of appearing before you, and hope that you 
will start, if you have not already done so, 
gathering your supply of working tools so 
that as competent workmen you will be 
ready for any assignment.
COAST-TO-COAST
By MARY C. TONNA, San Francisco, Calif.
ATLANTA
Mr. Grant Horneffer spoke at the Janu­
ary meeting on “Accounting’s Contribution 
to Sales and Profit.” A series of five study 
courses on Banking is being conducted by 
Atlanta’s own members. The welcome mat 
is out to new members: Esther N. Ander­
son, Elizabeth A. Sterling, and Christine 
H. Kallman.
One of the outstanding women lawyers in 
Atlanta, Antha Mulkey, spoke on “Adminis­
tration of Estates in Georgia” at the Febru­
ary meeting. Several members attended the 
Women of the Year banquet at the Pied­
mont Driving Club.
BUFFALO
“Employer and Employee Relations” was 
the subject of Mr. Harry C. Stroman at the 
January meeting. Mr. Stroman conducts 
courses in Public Speaking and Human Re­
lations. The welcome mat is out to new 
members: Grace Ives, and Mary L. Cramer.
Buffalo Chapter members are also taking 
part in the Inter-Club Council along with 
other women’s professional groups.
CHICAGO
Chicago members are still talking about 
their Christmas party, especially the read­
ing of “The Littlest Angel” by Jean Giuliani 
of the Park Forest Playhouse.
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